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NISSAN CARGO VANS 

TESTED TO PERFORM. 

At Nissan, we test our vans without mercy, simulating hundreds of thousands of miles of the roughest 
driving conditions imaginable. The Heat Chamber. The Frame Twister. The Salt Spray Tunnel. The Shaker 
Machine. More than 6,600 grueling tests in all. The tougher we test them, the more you love them. Want 
proof? And an amazing song? Check out the love Bret Michaels is feeling at NissanToughLove.com. 
You’ll see why we’re proud to offer a 5-year, 100,000-mile, bumper-to-bumper limited warranty - 
America’s best commercial van warranty.* 

NV200 Compact Cargo | NV Passenger | NV Cargo High Roof | NV'Cargo 




Comparison based on Ward's Light Vehicle segmentation: 2014 & 2015 Nissan Cargo, NV Passenger vs. 2014 & 2015 Large Van class; 2014 & 2015 Nissan NV200* vs. 2014 & 2015 Small Van class. Comparison based on publicly available 
defect coverage (applicable coverage is provided under other separate warranties). The powertrain coverage is 5 years or 100,000 miles (whichever occurs first). Other general exclusions, terms and conditions also apply. For complete 
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This yeoF, weVe FnaFking 50 yeoFS of pFoducing the woFid's finest bathwoFe. While exciting 
changes OFe undeFway, one thing FeFnains the soFine: ouf people. 

When you choose Aquatic, youTe choosing moFe than a jetted whiplpool or other bath 
product. You're choosing o team of experts who take pride in their work. And that means you 
con relax knowing you're getting the best quality, value and options available to suit your 
needs. Learn more about the Aquatic Advantage at aquaticbath.com. 
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The bath people 
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Sewer anywhere 
and save. 




E/ One Sewer Systems 
can make tough sites buildable — and, cut 
your sewering costs up to 50%. 



Unprecedented times demand unprecedented savings. Do you have rocky, hilly, wet or even extremely flat land where conventional gravity sewers 
are too expensive — or simply impossible to put in place? Whether it is a new project, or build-out of geotechnically challenged infill lots, we 
can help you. 



Environmentally Sensitive, Economically Sensible 

With an E/ One system, there’s no need for massive gravity trenches, huge mains or costly lift stations. The E/ One pressure sewer uses a small 
main in a shallow trench that follows the contour of the land making for a gentler environmental footprint. 

It lets you sewer virtually anywhere. Including sites where old septic systems may be dying and polluting. With over 40 years of experience, 

E/ One provides a most reliable sewer solution with no preventive maintenance, and virtual transparency to the homeowner. 



Let us prove it — free. 

Send us the topo map for your next challenging project. We’ll show you how an E/ One system can make your 
project viable — and save you up to 50% over a conventional gravity system. E-mail it to eone@eone.com. 

Environment One Corporation 
Voice 518.346.6161 • www.eone.com/sewer 
Precision Castparts Company 



e one 



SEWER SYSTEMS 
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Walking Away 
From Trouble 



A while back, a homeowner down the block from a project I was working on asked me 
to stop by and give him an estimate. He had a big house by city neighborhood standards, 
about 4,000 square feet, and a detached three-car garage, all brick. The masonry was in 
great shape — no wash outs, cracks, deteriorating bricks, or crumbling mortar. We walked 
the perimeter and he pointed out pinholes on the wall from the grade to the top of the 
elevation that he wanted "touched up." Throughout my tour he ranted about trades- 
men and the lack of pride in their work and revealed that other contractors looked at his 
house but didn't come back. Add me to that long list. 

I figured I would have spent more time looking for cross joints to tuck point than 
actually working on the wall. Plus I strongly sensed that no matter how thorough I was, 

I would never be able to please this guy. I told him I was booked with projects, which I 
was, and wouldn't be able to take him on. Sometimes the best projects are the ones you 
turn down. 

Every business has its bad-customer anecdotes and custom-home builders have plenty 
of them. I entered "clients from hell" in an online search just to see what red flags 
bloggers and other contributors identified regarding buyers that builders should stay 
away from. There are the warnings about certain personality types, avoiding the nickel- 
and-dimers, the clients who want something for nothing, and buyers with unrealistic 
expectations. I even read one entry where a builder urged his readers to avoid the 
"wimps," defined as buyers who hold back their true feelings and can't make a decision. 
He added that such customers tend to work as accountants, teachers, middle managers, 
and government workers. 

Based on a quarter century of observing customers, Kevin Estes of Estes Builders, in Se- 
quim. Wash., shared during an interview the kind of people he thinks are best suited for 
dealing with the process of building a custom home and those who are not. He's consider- 
ing blogging about it on his company's website. 

"People who are less satisfied and more stressed during a custom home build are the 
people who waffle, choose something, and then unchoose something," he says. "There's 
definitely a correlation with people who are able to make a decision, be confident with 
that decision, and move on." 

So an important component of Estes' pre-construction planning is reinforcing his 
clients' decisions, building their confidence, and getting them to trust their instincts (see 
"Building It Like Production," in the Jan/Feb issue). But for those who waffle, he says, 
"The best projects are the ones you don't do because it's not a good fit." Unfortunately, 
too many of us get that kind of wisdom only after having endured the bad ones. 

Mike Beirne 
mbeirne@sgcmaii.com 
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Technology: 

A Blessing and a Curse 

The pendulum has swung too far from personal oontact and communication 



a 






By Mark Richardson, CR, Contributing Editor 

T echnology has not only dra- 
matically changed the way we 
do business, it has affected how 
we interact with each other on 
a fundamental and personal level. Our 
dependence on technology has become like 
a drug, and we can't imagine living without 
these tools. Technology is certainly a bless- 
ing, but it also is a curse. 

I believe our use of technology is abused 
most in our interaction with clients. In 
many cases this is driven by the client's 
desire to leverage technology rather than 
having a face-to-face conversation. Today's 
builder not only needs to be an expert in 
construction but also in how to communi- 
cate and interact with the client in order to 
grow long-term relationships. 

You now have the ability to communi- 
cate about the entire project electronically, 
from schedules to designs. You can address 
important questions and receive payments 
without ever speaking to the client. If you 
want feedback on the product or the client's 
experience with your company, electronic 
reviews and surveys can handle those tasks. 
It's all very efficient, but don't assume that 
it's always effective. Don't assume that you're 
creating a client for life through technology. 

Over the holidays I received about 35 
electronic holiday cards and messages and 



five handwritten cards. Which of the two 
methods of holiday cheer do you think I 
appreciated the most? Which of the greetings 
did I even read and which ones got deleted 
or thrown away the quickest? I don't want to 
sound unappreciative of the holiday gesture, 
but I do want to stress how important it 
is to keep your high-tech and high-touch 
outreach in balance. 

Since I know you have a long list of ways 
you use technology, I suggest you dust off 
a few high-touch techniques to weave back 
into your daily habits. 

1) Call: Don't just email. Learn how to 
leave amazing, memorable voice mails. 

2) Send simple handwritten notes: I 
have a good friend who sends me one after 
every lunch (we get together about every 
three months). What a great way to keep 
the lunch memory alive. 

3) Stop by: How often do you pop in at a 
past client's home just to say, "Hi, I was in 
the neighborhood and wanted to say hello 
and see how you're doing." This may be the 
best marketing/client feedback activity you 
can do. 

4) Make one call a day: Think of it as a 

one-a-day vitamin. Call one past client each 
day with a pure interest to keep in touch, 
not to peddle services. It can result in mil- 
lions of dollars in business over time. 

5) Train your team to be high-touch: 

When a carpenter arrives at a client's 



home, he should look for the client and 
say hello. Training is the key because the 
high-touch mindset is not natural for 
most craftsmen. 

6) Make the process more visual: Most 
clients connect and feel more comfortable 
with explanations that use hand-drawn 
sketches (rather than CAD), photos, meta- 
phors, and analogies. You may also use more 
diagrams in client meetings to describe your 
process. All these low-tech techniques help 
you connect in a more meaningful way. 

7) Give a gift: This can be a simple, 
clever gift that might be appreciated 
personally or something cool for the client's 
home. It may also be a couple hours of 
services to help reduce their home stress. 
The cost is generally small, but the memory 
of the relationship will live on. 

I do believe that technology has been a 
blessing. When used properly, it can save 
tremendous amounts of time and eliminate 
miscommunication and other issues that 
arise during a project. However, I also think 
the pendulum has swung too far. 

Keep it balanced, or at least ask yourself: 
What is the most effective way to connect? 
You will feel better and see better results. CB 

Mark Richardson, CR, is an author, columnist, and business 
growth strategist. He authored the best-selling book, “How Fit Is 
Your Business?’’ as well as his latest book, “Fit to Grow.’’ Reach 
him at mrichardson@mgrichardson.com or 301 .275.0208. 
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Discover Your Competitive Advantage: 
Outdoors 

Today’s homeowner is looking for a distinctive 
outdoor kitchen with the beauty, style and colors 
that only Danver can deliver. Together, we will 
build your advantage with the latest trends and 
innovations in outdoor living for the backyard, 
rooftop or transition room. 

Modular cabinets for flexible design and easy construction 
100% stainless steel for maximum durability and strength 
Maintenance-free powder coat finishes protect & enhance 
Exclusive door styles & colors deliver unique, custom kitchens 
Sizes accommodate all outdoor appliances 
Each kitchen is made to order in the USA 

DANVER 

STAINLESS OUTDOOR KITCHENS 
203.269.2300 | danver.com/CB | 888.441.0537 






design spotlight: e)cterior details 



Kathy Denise Dixon, AIA, NOMAC, LEED AP+, CDT, CSI 

K. DIXON ARCHITECTURE, NATIONAL HARBOR, MD. 



T he most basic element of 
welcome to any home is the 
front porch. This moment of 
semi -private/semi -public transition 
often is rather undefined on an 
average home, or the porch is 
sometimes an afterthought without 
much character. If a concerted 
effort is focused on porch design, 
the result is an immediate face- 
lift that adds value and aesthetic 
to an otherwise marginalized, yet 
important path into one’s castle. Shown here are two porches. 

1) One small porch was given its identity by providing a modest 
roof canopy. 2) The other is a small bungalow with a porch 
extended across the entire front elevation. The canopy and 
its double column detail give the home greater presence and 
additional outdoor living space. The Dutch Colonial roofline with 
detailed siding transformed what would be a modest bungalow 
into a sophisticated home. 








C haracter and charm 
are often an overall 
perception of a home’s 
exterior fagade, but in actuality 
the sense of style that draws 
an onlooker’s eye is made up 
of hundreds of small details, 
resulting in a lasting impression. 

The beauty of a home is 
comprised of subtle details: flower boxes 
overflowing with vibrant colors; large columns 
supporting sprawling porches; a quaint little 
window tucked into a dormer. A few examples 
of such details are shown here: 1) shutters 
designed in the style of the home that are wide enough to cover the window when closed. 

2) Stone or wood headers extending past the opening to give the visual effect of support. 

3) A sweep to a roofline or dormer gives a house an Old World feel. Well-executed details 
contribute to the overall beauty of a home and enhance its curb appeal tremendously. 



Nate Eicholtz 

ZURICH HOMES, CROSSVILLE.TENN. 
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Julie Speer 

HARTMAN HOMES, HUDSON, WIS. 

A thoughtful 
front door 
seleotion 
sets a tone and 
adds oharaoter to 
the front elevation 
of a home. With 
a wide variety of 
wood speoies and 
styles available in 
the marketplaoe, 
homeowners may 

have a diffioult ohoioe ahead of them. 

Guiding your olient toward a seleotion 
that oomplements the arohiteotural style of 
their exterior but also reveals a glimpse of 
their unique personality oan make all of the 
differenoe in oreating asuooessful exterior. 

A modern or Prairie-style home would likely 
emphasize horizontal, olean lines. A oottage- 
style home may have a beaded oenter panel, 
and a bungalow may have a dentil detail or 
leaded glass. 

Not only are the door’s details important, 
but the front door is also an opportunity to add 
a punoh of oolor or texture. A sweet yellow 
farmhouse may be soreaming for a punoh of 
red on the front door. A beautiful wood tone 
oan aooent other natural elements on the 
exterior like oedar braokets, window boxes, or 
oolumns. The front door should draw you in and 
make you want to see what’s behind it. 







CustomBuilderOnline.com CuStOITl Builder 11 



PHOTOGRAPHS BY: SPACE CRAFTING 






As BASF celebrates 1 50 years of innovative chemistry expertise, we 
are still hard at work helping to create a more sustainable future. Our 
holistic BEYOND.High Performance® platform combines incredible 
insight and incomparable support delivered via our robust HP+ 
Consultative Solutions and the integrated, systems-centric solutions 
of our innovative HP+ Building Enclosure Systems to provide builders 
with a smart, affordable way to build sustainable, high-performance 
homes — no matter where they live. 



At BASF, we create chemistry. 

Visit us at www.basfbeyondhome.us to learn more. 
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The Wild, Wild West of 

HOME AUTOMATION 



The mix of protocols, compatibility, 
vertical versus hub systems, and picking 
a technology partner is daunting, but 
some builders are navigating their way 
through the automation maze 

By Mike Beirne, Editor 



T he owner of a smart house is driving home 
after work. She's a couple blocks away from 
turning into her driveway, yet the GPS signal 
from her smart phone has already activated 
the furnace to start warming the house to her desired 
level of comfort. Upon pulling up to her driveway, sen- 
sors activate the outdoor garage lights, deactivate the 
security system, and open the overhead garage door. 
Also, the lights for the home entrance, hallway, and 
kitchen turn on and her favorite music begins playing 
over the speakers. 

By next morning, this homeowner is packing her car 
for a weekend getaway. Just before merging onto the 
expressway, she realizes she's not sure if the home's 
thermostat was adjusted. She presses the Away icon on 
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her phone app and automatically the heat sets to vacation mode, 
the doors lock, the security system is activated, and the lights 
turn off — except the ones that are pre-programmed to stay on 
and make it look like someone is home. 

Steve Neary, president and owner of Copperleaf Homes, in 
Colorado Springs, Colo., lives in that kind of house — as far as the 
garage, thermostat, and lights are concerned — and some of those 
automation features are standard for his new-home customers. A 
Copperleaf package includes a Crestron CPU, a garage-to-house light- 
ing scene, as many Nest thermostats as necessary — usually two to 
three — to run the house, six light switches, and an electronic entry 
lock. Those devices eventually will be controlled by the iPad tablet 
that Copperleaf gives to clients upon contract signing so that they 
can follow their home's progress during construction. 

"If you're not doing home technology, you're archaic," Neary says. 

The standard automation package, which costs Neary less than 
$10,000, is a differentiator for the company, as Copperleaf is the 
only builder in that market currently offering it. Neary expects 
that competitors will climb aboard, so he's considering adding 
more features, perhaps motorized shades, to his package. Since 
offering the standard package, about 75 percent of his custom- 
ers upgraded to other Creston options, such as a home enter- 
tainment system and security cameras, spending an additional 
$25,000 to $30,000, part of which is income for the builder. 

A Growing, Evolving Market 

Call them products for the smart home, home automation, 
home control, the connected home, or even the Internet 
of Things, this industry — thanks to improved sensor 
technology and the popularity of smart phones — 
generated $8.1 billion in revenue in 2012 from 
installations, monitoring, and maintenance. The 
market is expected to grow to $30.5 billion 
r 2017, according to market research firm 
Parks Associates. 

These products don't merely 
automate tasks; they can be almost 
intuitive, making things happen 
when certain conditions occur, such 
as when a GPS signal from a mobile 
device is near, or when the open- 
ing and closing of motorized window 
blinds is set to track the sun. Yet, as 
with all things that promise to make 
tasks convenient or simple, getting 
there can be complicated. 

The number of automation products 
on the market is exploding, and there 





is no standardization. Consequently, 
confusion exists about what can work 
with what and which player has staying 
power. Already there are more than a dozen 
communication protocols — ZigBee, Z-Wave, Wi-Fi, 

Thread, Kidde, and Bluetooth among them — as well as manufactur- 
ers with proprietary platforms for their own products such as Apple 
HomeKit; Insteon, which has a partnership with Microsoft; and 
Lutron Clear Connect. Security companies and telecoms such as 
Comcast Xfinity, AT&T Digital Life, Time Warner, and others also are 
in the mix with systems that charge a monthly subscription fee. 

Some manufacturers collect data about customers' usage, so those 
networks are closed and link only to devices within the product line. 
Others, such as Core Brand's ELAN control systems have an open 
architecture platform and can integrate with multiple protocols and 
brands. Lutron Smart Bridge Pro can talk to its own Caseta dimmers 
and Serena motorized shades as well as to a Honeywell thermostat 
and GE bulb. But a Samsung phone can't talk to a Sony appliance. 

Builders also have to pick a path. Either they select a hub system 
that acts as a central brain and relays commands from a mobile 
phone or tablet to the home devices, or they can go with a more 
affordable plug-and-play vertical integration setup that communi- 
cates with the home network via Wi-Fi and each device is controlled 
by its own app rather than one app controlling everything. 

"We hate this stuff," a Massachusetts builder admitted. "When 
our customers ask us about home tech devices they want, we don't 
even want to hear about it. We send them to our AV contractor to 
take care of that stuff." 

That actually is a smart move says Joe Lautner, managing busi- 
ness director for Core Brands, a Nortek division that makes ELAN 
network controllers. 

"I've heard builders say, I've got an IT guy, so let me buy the 
products direct, and I'll make the margin'" Lautner says. "They're 
looking at the opportunity and wondering why they're letting the 
contractor make the money. Typically, builders aren't set up to do 
the long-term support of anything. They're going to have to look 
in the mirror and ask themselves: Am I going to be the long-term 
support for this technology? Am I going to be the guy who stays on 
top of the technology and knows what's fresh?" 

Selecting an automation system requires research; much like the 
due diligence that builders perform when they pick appliances and 
building materials. Also, choosing a home automator (also known 
as a technology integrator) to handle installation and warranty 
issues demands the same vetting that a builder would do with 
any subcontractor. 

Previously, home automation demand was pulled by audio sys- 
tems, and the en vogue subcontractors then for that work were ex- 
musicians or concert roadies. But when streaming Internet became 
the primary medium for consuming music, home entertainment 
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Discover the love of a lifetime. Ifs easy to fall in love with Sierra Premium Shake. 
The deep, rich color and dramatic shadows are magnetic... even a passing glance 
pulls you In. But there's more to this than cosmetics. Sierra is a half-inch-thick; its deep 
grooves and keyways create sumptuous shadows and textures that define the look. 
A proprietary coating process from PPG enhances the textural nuances, seals the shake 
and ensures that the look you fell in love with will last and last. 



NICHIHA 

fiber cement 



the power of possibilities" 



nichiha.com 866.424.4421 

0201 S Nichihs USA. Inc. 



SIERRA PREMIUM 

LUXURY ENGINEERED TO PERFORM 
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Ultra-tec® Cable Railing components are architecturally designed from the ground up for a clean look. 
They’re not just modified marine hardware. Our Invisiware® fittings even hide inside your end posts. 

Easy to install [or have installed), Ultra-tec® Cable Railing Infill is practically invisible and will preserve 
spaciousness for your interior application or ensure the view from your exterior deck. 

See the view, not the hardware. 



Ultra-tec 

CABLE RAILING INFILL 



The Cable Connection 
800-851-2961 • 775-885-2734 fax 
www.u ltra-tec.com 
E-mail: info@ultra-tec.com 






green 



U.S.A. 



Manufacturer 



Set your home apart. 
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systems needed a network. Installers with a technical background 
emerged as the preferred contractors for automated home systems. 
Even better are low-voltage electrical subcontractors who have 
Cisco-certified techs and licensed electricians onboard for installing 
boxes and pulling wire. 

Copperleafs technology partner, HomeRun Electronics, in 
Colorado Springs, also handles electrical work on about a third of 
the builder's custom-built homes (50 closings in 2014). Customers 
meet with a HomeRun representative who explains what is 
included in the standard package and demonstrates available 
upgrades. The sub handles issues with the network, product com- 
patibility, and the warranty. 



Tapping Subcontractors for Expertise 

"It's just like another trade," Neary says. "They work well 
with our other electricians and let them know what the design 
parameters are and what's needed to make our system work. 

It's no different than the plumber, electrician, and heating guy 
working together." 

Neary spent months talking and researching various tech com- 
panies and trying out gadgets and devices before picking Crestron. 
He liked what he saw in terms of the manufacturer's track record, 
U.S.-made components, flexibility to add more devices later to the 
starter package, and ease of use. Neary recruited his wife as a tester 
and used that experience to work with HomeRun and Crestron to 
tweak setups and app controls so that they are easy to use. 

When Matthew Dill, president of Summit Signature Homes, in 
Burr Ridge, III., started his home automation due diligence, he 
was anxious about the risk of being an early adopter. As vendors 
pitched their toys, he had doubts about the reliability of some 
gadgets, the staying power of manufacturers, and the impact on 
his company's reputation should a system have a glitch and lock 
his clients out of their house on a rainy day. 

"What I learned is that if you want one app to control every- 
thing — and we've done those hub systems — you have to pay a 
lot for it. If you're OK with a setup where you're opening five 
different apps, the cost is substantially less," Dill says. 

The automation options that Summit Signature offers customers 
include the Sonos home entertainment system, LiftMaster wire- 
less garage door opener, and controls for thermostats and security. 

Buyers who take the automation options typically 
spend $5,000 to $6,000. Dill has a subcon- 
tractor handle the installation, and he 
recently instructed his estimators to find 
i more affordable features to offer clients. 

I "The reality is, those hub systems 




make sense on a house that sells for a 
couple million dollars, but the up- 
front costs to buy those is out 
of our clients' budgets, even 
for a high-end home. In the 
Chicago market, we're just 
getting out of the recession, 
so [buyers] are not cool with 
blowing it out on extras. 

[The market] is getting bet- 
ter, but it's still a little soft." 

Systems with a hub — also 
called a control processor — 
and with all the bells and 
whistles for a luxury home 
can cost in the high five 
and even six figures. "Our « 
clients are the 1 percent," 
says Mark Lafave, executive 
coordinator for Bedford, N.H.-based Maverick Integration, which • 

installs custom systems for builders and clients with million-dollar | 

mansions. "We deal with the wealthiest of the wealthiest people, | 

and an awful lot of them are fairly acclimated to having a 20-inch 
AMX automated control center in their kitchen and then using iPads I 
for some verticals and some centralized information throughout 
their home. Everybody is trying to figure out a way to get into i 

[home automation] now. It's got to be a little scary because these I 

verticals don't have tremendous profit margins unless you cover a ^ 

whole lot of categories. " I 

Yet there are hub network suppliers marketing systems with 
mid-market price points and lower, such as Clare Controls, Wiser | 

from Schneider Electric, Alarm.com, and Nexia Home Intelligence. I 

Even high-end manufacturers, such as Core Brands, are selling a ^ 

point-of-entry ELAN controller for about $500, which would en- I 

able builders to put together a package with outdoor and interior 
pathway lighting and one or two other features for about $1,500. I 

Core Brands, as do other manufacturers, has dealer support pro- i 

grams for generating builder business by giving discounted product m 

that builders can install in their own residence or in model homes. I 

The strategy is: If a builder lives with it, he's more comfortable 
recommending it to his customers. I 

"We're right in the middle of this transition, but I think we're * 

over the hump, and homeowners are going to come in with knowl- | 

edge [of automation]," Lautner says. "So if a builder presents an | 

awareness, understands it, and can articulate the steps of walking 
through the options with a good partner, he'll differentiate him- I 

self over the guy who doesn't." CB 

; 
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RIUMPH OVER 





To create a home that captures prized 
views, custom builders often have to 
tackle steep, intimidating sites 



By Susan Body, Senior Contnbuting Editor 

C apturing million-dollar views 
is the goal with many one- 
of-a-kind custom homes. 
Often this entails building 
on a steep slope or, literally, 
the edge of a cliff. The site preparation 
required — not to mention the preliminary 
design and engineering — can be onerous. 
In this article, three design/build firms 
tell Custom Builder how they overcame the 
challenges of a daunting site. 

Conquering an 
‘unbuildable’ site 

Lots in Summit Park, a neighborhood in 
Park City, Utah, tend to be very steep and 
very challenging, but that didn't stop archi- 
tect/builder Chris Price from designing and 
building his personal residence there. 

Price, a project manager and designer 
for Park City Design + Build, purchased a 
70-by-120-foot rectangular lot in Summit 



Park that was unbuildable, according to 
county records. "There were some things 
wrong with the deed, and it took a couple 
of months to clear that up," Price says. 
With slopes as steep as 45 degrees, the 
property was extremely intimidating, 

"but it worked out for me because I'm 
young and I have a ton of energy and was 
super-motivated to build my own house," 
he says. 

Excavators made a 30-foot cut into the 
hillside, then bermed up into the hill, 
which helps mitigate temperature swings. 
Price built a retaining wall to hold back a 
large amount of loose soil that a neighbor 
had pushed onto his lot years ago. 

The 27-year-old LEED -certified profes- 
sional was also keen on applying Passive 
House principles. He worked with an 
energy modeler who helped him design 
and build the home based on the pro- 
gram's rigorous standards. The framing and 
ventilation became critical elements. 
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challenging sites 




Left: European-made tilt-and-turn 
Zola triple-pane windows contribute 
substantially to the home’s energy 
efficiency. Below: A private deck 
off the master bedroom is the 
perfect place for architect/builder/ 
homeowner Chris Price to relax after 
a grueling workday.The bedroom is 
13 feet by 14 34 inches.The master 
bath is 10-foot-3 by 6-foot-2 and has 
a steam shower. 




The southeast-facing home, dubbed Summit 
Haus, nestles into the slope and takes full 
advantage of the views, which range from short 
and heavily wooded to a long corridor toward 
the Uinta Mountains. 

"I only have 74 percent of the annual solar ac- 
cess because there's a big hill directly southwest 
of me, so the morning sun is pretty much the 
only sun I get in the winter months," Price says. 

"I wanted to take advantage of that for heating." 

The 2,300-square-foot home has 2x4 walls on 
the inside and vertical Trus Joists (TJIs) every 24 
inches on center on the outside. This assembly, 
which Price calls a modified Larsen truss wall, is 
16 inches thick and insulated on the outside. 

The wall cavities are filled with copious 
amounts of cellulose insulation. There is also 12 
inches of insulation underneath the radiant slab 
and 8 inches around the foundation. The metal 
roof was framed with 14-inch TJIs, topped by another 6 inches of 
insulation. R- values are 70 in the walls and 100 in the roof. 

"It's all about getting rid of the thermal bridges," he says. "You 
insulate every single crevice and don't let anything touch the outside 
without being insulated." 

Triple-pane, tilt-and-turn Zola Thermo uPVC windows, manu- 
factured in Europe, offer performance that is "superior to any 
North American brand we have seen thus far," Price says. Radiant 
heat on the first floor heats the entire house, and a heat recovery 



ventilator draws in fresh air and expels stale air. There is also a 
European wood-burning RAIS stove with external combustion. 

The heating bill for Summit Haus is only about $30 per month, 
compared with $200 to $300 a month for neighboring homes. 

Price worked 80-hour weeks during design and construction. He 
tackled a substantial part of the labor, including framing, plumbing, 
electrical, and trimwork while attending the University of Utah for 
a master's degree in architecture and working full time at Park City 
Design + Build. 
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CONTEMPORARY 

DOORS 

• Choose from 28 standard designs 
or personalize a door unique to your 
customer 

• Matching exterior and interior doors 
for continuity throughout the home 

• Available in over 100 wood species 
and con be mode in any size or shape 



DOOR 49905 

shown in Douglas Fir 



DOOR 7405 

with shaker sticking 
sTiown in Cherry 

i : 



We ore proud to offer this new collection of Contemporary Doors that 
draws the best of modern design into the Simpson heritage. They deliver 
clean lines and distinctive styles, all with the quality and craftsmanship 
you expect from us. So embrace the bold architectural features of 
modernism without sacrificing the warmth and durability of wood. 


INSPIRATION" 

1 1 AT YOUR DOOR 


LEARN MORE ABOUT THESE AND OTHER OPTIONSATSIMPSONDOOR.COM 
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Simpson^ 

Door Company 
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Family-friendly farmhouse 

A couple in their mid-30s with four children under the age of 10 
approached Farinelli Construction of Mechanicsburg, Pa., about 
building them a home on a heavily wooded hillside site. 

"The lot had grades of up to 30 percent in some places," says 
company owner Don Farinelli. "We couldn't just bury dirt against 
the trees because that would kill them, and at the same time, we 
couldn't remove dirt, or we'd be into the roots. So we had to find 
a sweet spot: keep the existing grades, use retaining walls, and 
position the house so that it preserved views of Harrisburg." 

Town regulations prohibited building on the steepest parts 
of the 3 -acre lot. "The further you got up the hill, the more 
problematic it was to get a driveway that wasn't on a 12 to 14 
percent grade and position the garage so it wasn't visible from 
the street," Farinelli says. 

A substantial amount of de-watering was necessary, partly be- 
cause of underground springs on the property. "It didn't help that 
it was a rainy time of year and we got hit by [Hurricane Sandy] in 
the middle of the process," he says. 




Above: Classic farmhouse style is expressed in the deep, covered 
front porch where the family can enjoy sunsets and views. 

Top: Living spaces accommodate a family of six, with a large kitchen 
island and a pantry with a sliding barn door. 
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This beauty is more than 

skin deep. 




NyloDeck’s inner strength makes it one of a kind. Made using 100 percent 
recycled carpet fiber, only NyloDeck combines the look of natural wood with twice the 
strength of other leading composites. It’s impervious to moisture, mold, mildew and 
termites. All backed by extensive testing and a 25-Year Fade and Stain Warranty. 
Get to know the next-generation material that redefines beauty, strength and performance 
from the inside out. www.nylodeck.com. 



npQPrt Saddle Mountain 





NyloDeck* 

No Wood. NoPVC. No Worries. 



Find US on: 

a Si 




Watch our video 
to learn more. 



NyloBoard I Made in GA, USA I nyloboard.com I 877- NYLO-909 (877-695-6909) 
Circle 759 
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Farinelli Construction turned the home on the site to maximize views of the city of 
Harrisburg. The driveway has switchbacks to keep the grade at a maximum of 10 percent. 




Farinelli's crew dug a massive, U-shaped infiltration trench 
behind the retaining wall located on the highest point of the 
slope. "We also used swales to divert water from the foundation/' 
he says. 

Precast insulated walls by Superior Walls surround the founda- 
tion. "[The precast walls are] larger than the foundation itself, 
usually by 2 to 3 feet," Farinelli says. "We placed crushed stone 
and piping in the trench, which is sometimes called the overdig. 
As a last line of defense, [the fill] will also direct water away 
from the home's lower level or basement." 

The builder saved as many trees as possible to give the clients 
privacy, and used stone retaining walls to craft a pool area in the 
back of the house. The garage is tucked around the side to mask 
it from view. To keep the driveway at a maximum 10 percent 
grade, it was designed with several switchbacks, like driving up a 
mountain road. 

Farinelli, his project manager, and three on-staff interior 
designers collaborated on the design, turning the house on the 
site in order to maximize the number of windows with a view. 
Instead of making the front door parallel to the road, they made 
it perpendicular, exposing the right side of the house. 

The farmhouse style perfectly suited the young family's needs. 



"They weren't looking for anything over the top," Farinelli says. 
"Everything they asked us to do was very practical — a timeless kind 
of look — so the farmhouse simplicity really appealed to them." 

Farinelli's cabinet shop crafted built-ins, nooks, and closets 
for every room that are customized to the clients' daily activi- 
ties. The flooring is wide-plank distressed walnut. Shaker style 
dominates rather than raised panels in the cabinetry, trim, cas- 
ings, baseboards and crown molding. The home features natural 

products such as wood and 
stone and even a reclaimed 
brick floor in the laundry 
room/pet-care area. 

In addition to a children's 
recreation room on the sec- 
ond floor, there is a first- 
floor playroom that can be 
converted into a guest suite 
when the children no lon- 
ger need it. The floor plan 
also includes a "command 
center," a 300-square-foot 
room for various activities 
including bill-paying, arts 
and crafts, and homework. 
The command center is a 
few steps away from the 
kitchen and playroom. 



The adults have a 
luxurious retreat 
in their master 
bathroom, equipped 
with an oversize 
shower and 
freestanding tub. 
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CONTROL 



YOUR POWER. 
YOUR LIFE.' 







MY FAMILY’S GOING TO BE SAFE 
AND SECURE IN MY HOUSE BECAUSE 
OF THIS GENERATOR. THAT GIVES 
YOU THAT FEELING OF SECURITY 
THAT, TO ME, IS PRICELESS^ 

- Greg Baeppler 

REAL GENERAC OWNER 






WHY OFFER THE #1 SELLING RESIDENTIAL BACKUP GENERATOR? 

Because the added value of knowing power won’t be lost in an emergency helps make your 
customers feel safe in their homes from the minute you give them the key. Increase your profits and 
set yourself apart from the competition by joining Generac’s Builder Alliance program to enjoy 
preferred pricing and a network backed by extensive marketing support from a recognized brand. 



Visit generac.conn/builder to become a member of Generac’s Builder Alliance today. 



GENERAC 
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Views that go on forever 

A home in Sequim, Wash., with breathtaking views of the Strait 
of Juan de Fuca, Mount Baker, territorial views of the Dungeness 
Valley, and (on a clear day) Whistler, B.C., took 16 months to build 
due to extensive site work. 

"The site had extremely limited access with very steep slopes," 
says Rick Gross of Estes Builders, in Sequim. "However, it lent 
itself well to providing unparalleled, unobstructed views in a 
beautiful, serene setting." 

The clients, a semi-retired couple, were looking for a durable, 
highly energy-efficient home with a modern design. Estes de- 
signed a 4,755-square-foot home to fit on the buildable portion 
of the site. 



The design was the result 
of a close collaboration 
between Estes and the clients. 
"[The client] has an exten- 
sive background in kitchen 
and bath cabinet design, so 
in large part she drew the 
cabinet layout and specified 
all the parts and pieces," 

Estes says. "Then we took 
that to our supplier and got 
their feedback and pricing 
information." 

Many natural wood compo- 
nents were used to create a 
rustic. Northwest feel on the 
inside of the home, includ- 
ing exposed glulam beams, 
tongue-and-groove ceiling 
treatments, wood door and 
window trim, and open glulam stairs. There are also many modern 
features such as flush-panel laminate cabinets, open-cable railing 
systems, solid-surface tub decks, and an elevator. 

A single-pitch, shed-type, standing-seam metal roof and a deck 
supported by powder-coated steel knee braces give the home a mod- 
ern look. Meanwhile, cultured-stone accents and tongue-and-groove 
cedar soffits tie the house back to its Pacific Northwest location. "The 
color palette makes it look right at home on the site," Gross says. 

The three-level home includes a first-floor home office for him 
and a third-floor office for her. There is also a home theater; a home 
gym; and a woodworking shop. The main entrance is on the third 
floor as well as the living room, dining room, guest suite, and a 
kitchen with a coffee bar and walk-in pantry. CB 



EXTREME EXCAVATION 



This home in Sequim, Wash., 
was built on a site with slopes 
that are as steep as 45 degrees 
in some places. “Substantial 
terracing was required,” says 
Rick Gross, of Estes Builders. 
“We then used engineered 
rock walls and poured-in-place 
concrete retaining walls to 
create flat areas for ingress, 
egress, and parking.” 



Limited access made staging 
and installation of materials 
difficult, and special attention 
had to be given to approaches 
to the home for both vehicles 
and people. The slope also 
created additional challenges 
for trades working high above 
the ground. 

Gross estimates that it took 
three to four months just to 



clear trees from the site and 
complete the terracing and 
some of the retaining walls. 
“The dirt work was a little tricky 
because unless you have X-ray 
vision, you never know what 
you’re going to bump into,” 
he says. 




The Estes Builders crew installs footings for the foundation 
of a home on an extremely steep site in Sequim, Wash. 
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Better. 

Building. 

Solutions. 



From the superior, low-maintenance 
products we deliver, to the long -lasting 
relationships we continually nurture, 
we like to think that our way of doing 
things is genuinely better. Discover how 
we can help you with your next building 
project and view our full range of product 
offerings at TheTapcoGroup.com 







(. FOUNDRY. .) 

SpccMliy .Siding J 



TheJap 

CROUl 



GENUINELY BETTER BUILDING PRODUCTS 






wSBt 



Better is just the beginning.' 



Siding • Shutters • Siding Components • Tool Systems • Egress Systems • Trim • Decking 
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TO LEARN MORE, CONTACT: 
Heidi RiedI at hriedl@sgcmaii.com 

Submitted projects must be compieted prior to 
June 1, 2015 and can date back to December 31, 
2013. The deadline for entering is June 1, 2015. 

VISIT WWW.PROBUILDER.COM/ 
PBDESIGNAWARDS TODAY TO 
SUBMIT YOUR ENTRY. 



GET RECOGNIZED 
/or GREAT DESIGN. 

Submit your homes and plans and earn a shot at being 
recognized as being among the best of 2015! 

Be a part of our annual Professional Builder Design 
Awards and see how well your designs, plans and 
communities stack up against those from other builders 
and architects around the United States. 

SUBMISSIONS WILL BE 
ACCEPTED IN 11 CATEGORIES: 

Single-Family Production - 2,000 sf or below 
Single-Family Production - 2,001 sf - 3,100 sf 
Single-Family Production - Over 3,100 sf 
Multi-Family 

One-of-a-Kind Custom Home 

‘On the Boards’ Project 

New Community 

Systems-Built/Modular 

Green 

Urban Infill 

Best Revised Plan 

ENTERING IS EASY 

1. Submit registration form and fees online by May 18, 
2015. $175 for first entry; $125 for each additional 
entry. Visit www.ProBuilder.com/PBDesignAwards 

2. Receive information for completing entries online - 
project information, project statement, photographs, 
drawings and plans. 

3. Submit completed entries by JUNE 1, 2015 
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1. Humidity Sensing Control 

Broan-NuTone's Premium Humidity Sensing Control features 
Sensaire Automatic Sense-on-Rise technology, which can detect 
a rapid rise in humidity and trigger the fan to turn on before 
condensation forms. The unit's Continuous Ventilation Mode can 
be used to program the fan for preset minutes each hour to meet 
ASHRAE 62.2 whole-house ventilation requirements. The stand- 
alone wall unit is compatible with existing ventilation fans, and 
its design complements decorator switches while concealing user 
settings behind a removable door. For more information, circle 
No. 850 

2. Insynctive Sensors 

Insynctive smart-home products from Pella Windows and Doors 
include window and door sensors, garage door sensors, entry door 
deadbolt sensors, status indicators, and motorized blinds and 
shades. Insynctive window, door, and garage door sensors relay 



information via the Insynctive Bridge, which wirelessly con- 
nects to the Insynctive Status Indicator so that users can know 
at a glance whether windows or doors are open or closed. The 
Insynctive Entry Door Deadbolt Sensor can be installed with a 
new Pella door and will indicate whether the door is closed and 
locked. Circle No. 851 

3. StriimLightWiFi 

Music from a smartphone, tablet, or computer can be streamed 
via an LED StriimLight WiFi light bulb from AwoX that contains 
an integrated WiFi speaker. Users can place the bulb into any 
standard electric lamp and use the play feature to stream music. 
The range extender function repeats a Wi-Fi signal around 
the house for better range. Supported audio formats include 
MP3, AAC, WAV, PCM, and FLAG. A remote control allows the 
management of light and sound, and the product will work 
even when the user's smartphone is off. Circle No. 852 

4. Caseta Wireless 

The Caseta Wireless smart home system from Lutron allows 
homeowners to control lights, shades, and thermostats from 
either a remote control or using the Lutron app, which is 
compatible with any iOS or Android smartphone or tablet. Light 
dimmers are connected to the app via the Lutron Smart Bridge. 
With the Smart Bridge, the Caseta Wireless in-wall dimmers 
control overhead lights and work with dimmable LEDs, dimmable 
CFLs, halogens, and incandescents. The Caseta Wireless lamp dim- 
mers provide control of table and floor lamps and are designed to 
control two lamps simultaneously with dual plug-in receptacles. 
Circle No. 853 
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5. GoRave 



indoor air quality, including volatile 
organic compounds (VOCs, such as 
formaldehyde) from paints, lacquers, 
paint strippers, cleaning supplies, 
furnishings, office equipment, glues, 
adhesives, and alcohol. Circle No. 855 





Lewen's GoRave is a wireless multi-zone audio system that allows 
the use of apps such as YouTube and Netflix to play movies, TV, 
audio, video, games, and music. Users can connect an audio sender 
into their desired device and press play. One GoRave AR5 Audio 
Receiver can power three zones. GoRave does not require Wi-Fi, a 
password, Bluetooth pairing, or Internet. Circle No. 854 

6. Bosch Sensortec 

The BME680 from Bosch is an environmental sensor developed for 
measuring barometric pressure, humidity, temperature, and indoor 
air quality. Product capabilities on portable and mobile devices 
include: air-quality measurement, personalized weather stations, 
indoor navigation, fitness monitoring, home automation, and other 
applications for the Internet of Things (loT). The gas sensor within 
BME680 can detect a broad range of gases in order to measure 



7. Smart Home System 

Nexia Home Intelligence has developed 7. 
a line of compatible connected devices 
in conjunction with various consumer 
brands. The new products are designed 

to work together across the Nexia platform. The First Alert 2-in-l 
Z-Wave Smoke and Carbon Monoxide Alarm notifies homeowners 
when smoke or carbon monoxide is detected in the home, even 
when the occupants are not in the house. The Schlage Wireless 
HD Indoor Camera features high-definition capability and en- 
hanced nighttime visibility, which lets homeowners know what's 
happening in their home, day or night. Linear Z-Wave Siren and 
Strobe is a warning device designed to alert intruders that a 
security system is present. When triggered, the sounder emits a 
105 dB alert tone and the strobe flashes. Circle No. 856 



BROWN JORDAN’ 

OUTDOOR KITCHENS 




brownjordanoutdoorkitchens.com | 855.839.5063 
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HANDCRAFTED 

IN AMERICA 



Marvin Ultimate Double Hung and Transom Windows 
Marvin Ultimate Swinging French Doors - 



Todd Hansen, Albertsson Hansen Architecture, Ltd. 






DON'T JUST REMODEL, 



TRANSFORM. 

Our products have the flexibility you need to meet the high expectations that come with a remodel. With extensive custom size capabilities 
to fit virtually any opening, and wide variety of product options to answer the most unique design challenges, we can help you exceed 
your client's expectations. Add the expertise and support of our independent dealers, from specification to installation and beyond, and 
you can be confident that we will be therefor you no matter what challenges you may encounter during your remodel. 



MARVINiC 



Built around you! 



Find flexibility and versatility at MARVINWINDOWS.COM 



©2015 Marvin Windows and Doors. All rights reserved. ©Registered trademark of Marvin Windows and Doors. 
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II M B OTAlR D 

GET THE VERSATEX APR 

Available on the App Store and Google Play™ 



V AppStore 









INTERIOR & EXTERIOR SOLUTIONS 



We expel the myth that PVC 
mouldings are for exterior use oniy 
and offer an expansive line with 
30 profiles for use inside or outside 
any home. VERSATEX® cellular PVC 
mouldings deliver unlimited solutions 
to fit any design style. Unlike cement 
board or wood, it won’t break apart, 
absorb moisture or rot. This results 
in the highest quality, most durable 
material with the best long-term 
value. Use it in kitchens, bathrooms, 
mudrooms or anywhere else, regardless 
of moisture. Additionally, our focus on 
listening to the marketplace enables 
us to create innovative solutions that 
reduce waste and installation time. 

Now that’s an exquisite difference. 



www.versatex.com | 724.857.1111 
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